convenience rather than providers and it be simple. He suggests using incentives to keep people healthy as the method to provider success, rather than treating them only when they are sick.
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Taken further, it supports health organizations and providers' needs to better manage staff, labor costs, planning, and time usage requirements in population health management. 10 From a chronic care perspective, it can meet state and federal mandates to monitor care proactively, including value based models of care.
Insurance carriers benefit by better communication methods that engage patients and their care givers to act appropriately to seek the right care, at the right time, in the right setting, for the right reasons. It better manages specialty referrals, pharmacy, ancillary costs and "gaming" designed to increase reimbursement costs.
New York hospitals have started telemedicine integration for in-patient care since 2014, and some are now considering how to capitalize on it for their out-patient services. Their needs are more complicated, requiring large investments of time and equipment to accomplish successful outcomes one department at a time. New York State has approximately 120 hospitals out of 226 reported to be involved in some form of telehealth. 11 Independent providers have the greatest competitive advantage using telehealth than their hospital counterparts. Hospitals are larger and too institutionalized to offer better value and better non-emergent response to patients and insurance companies paying the bill. The emergency room (ER) is still the primary point of entry, despite enormous efforts to reduce unnecessary ER care. It is possible for independent physicians to earn $180,000 annually part-time to care for patients using telehealth strategies based upon current trends. It's also not hard or costly.
Newer low cost or no cost tools help independent physicians have telemedicine strategies that foster patient loyalty to them over an institutionalized health and hospital system. Medici's smartphone app is one example. Telehealth fosters patient loyalty by maintaining the emotional and physical connection. It is the emotional and physical disconnects that causes patient losses. Fostering patient loyalty creates better ability to compete in New York's hospital driven market. All healthcare stakeholder can benefit from telehealth. The only thing holding them back is mindset.
In the next ten years, telehealth can and will change the way we deliver care. 
Telehealth Device Proactive Applications
The fait accompli pronouncement is supported by the simple example that baby boomers are an adaptive generation, changing society at every stage of life since birth. Ten years from now telehealth devices will be a part of the design in every "smart home" to support the home-bound care trend now growing as baby boomers age and as part of chronic care management of diseases like diabetes, multiple sclerosis, chronic obstructive pulmonary disease, cardiovascular disease, and arthritis, to name a few. 13 Josh Zinder, an award-winning architect and designer of JZA+D in Princeton, New
Jersey, who was featured in Architectural Digest a few times, states telehealth devices will be possible in the next five years. It is not inconceivable to consider the same would be true in business as employers find creative ways to keep their work force healthy and productive.
The New York Experience: Pro and Cons
New York is the most densely diverse market that benefits from the elimination of care barriers. Its cultural and geographic diversity is both a challenge and an opportunity.
Population health and value-based care involving DSRIP (Delivery Service Reform Incentive Payment) 14 and Medicare have taken up the most time and discussion among the New York delivery of care community over the past 24 months. All of which is to accomplish the goals established by the "triple aim." 15 The triple aim is to reduce unnecessary costs, increase patient satisfaction, and increase quality of care through proactive and preventive responses. Telehealth is a value driven strategy to respond in meaningful ways to this, including cultural sensitivities.
While not every specialty nor every medical need is appropriate for telehealth services nor should it be, the majority of the common needs across most specialties and disease The second is how easy or difficult it is to integrate.
Other objections included the assumption that there is a need to access electronic connected and have access to care. They don't have the same desire to do so just yet but evidence is demonstrating that it's changing as they are more exposed. The lesson is that desire moves markets exponentially.
Disrupter success is now replicating and improving because main stream consumers want it. Simply stated, they are changing the consumer experience for the better incorporating Rockwellian features. The heart-beat of real innovation is how society is lifted to a new standard by the effort. To repeat, telehealth is the second fastest growing market, proving that. 18 The delivery of care community in New York is now catching up. They are waking up, organizing, legislating, listening, collaborating and implementing. The delivery of care community now sees they will lose their patients if they don't.
For innovators who question if, and, or when they should enter the New York market, it's suggested that now is the time. The telehealth innovators who live and work in the trenches of New York will tell you that there is a tidal wave growing that will turn into a tsunami in a few short years. 
